How Plomb Laid the Groundwork 
For Huge Sales to Uncle Sam 


They sold top quality first—to gain an entree. Then, when the 


war came on, they formed a sub-contracting subsidiary and waged 


an aggressive sales and advertising campaign to serve civilian war 


workers as well as the War Department. 


BY FREEMAN KIRWIN 


Sales Manager, Plomb Tool Co., 
Los Angeles 


HE hand tool industry is now 
manufacturing at about four 
times its peace capacity, and 
almost entirely for war. Much 
of its production goes direct to the 
Government. Our materials are re- 
stricted. Some of them, like special 
steels, are more valuable than the 
country’s gold and silver hoards. 

You would expect to hear that such 
an industry had curtailed its sales ac- 
tivities, and stopped its advertising 

Yet our company and our com- 
petitors, have a bigger selling and ad- 
vertising job than in normal times. 
Our own advertising schedule is larg- 
er, we have just as many salesmen 
employed, and we would not want to 
lose one of them. 

We believe that, as other industries 
get their bearings in war, they will find 
that constructive selling and advertis- 
ing are necessary to their war effort. 
Our position today is owing to hav- 
ing gone into war work early, during 
the first defense planning. | 

When engineers began talking about 
tools for defense production, nearly 
two years ago, people thought about 
giant drill presses and complex assem- 
bly lines. Nobody thought of screw- 
drivers and hand-wrenches—not even 
the engineers, at first. 

Nearly all production starts with 
hand tools—they are necessary to make 
the machines that make the machines 
in the assembly lines that turn out the 
airplanes, tanks, guns and _ ships. 
Every military plane, besides carrying 
a kit of hand tools while flying, 
needs about $50 worth of hand tools 
on the ground. Tanks, guns and 
ships also need two sets of tools. 

Moreover, the mechanics who build 
the planes, tanks, guns and ships, 
need hand tools, and buy them, and 
bring them to the job. While we are 
producing for the Government, we 
must also preduce for the workmen, 
and see that the tools they need are 
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flowing to them uninterrupted through 
the jobbers and retailers who sell to 
them. 

Our war story really began a dozen 
years ago, during the depression, when 
one of our engineer-salesmen, John 
Larson, suggested that the Navy might 
be a logical customer for our company. 
Like most concerns that had never 
sought Government orders, we were 
a bit dubious about the success of 
any attempt to obtain Government 
business. However, Mr. Larson finally 
was given permission to tackle the job. 


Copy such as this 
in business papers 
read by mechanics 
stresses the need 
for handling tools 
with care. Though 
few realize it, sim- 
ple hand tools 
make possible the 
elaborate = machin- 


ery which — turns 

out the tanks, guns 

and planes — and 

then keeps those 

weapons in opera- 
tion. 


TOOLS 
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16,133,000 


He traveled up and down the Coast 
visiting the Navy yards, and before 
long was giving them solutions to 
some of their troubles. For example, 
one battleship had a steam check that 
could never fe made tight. None of 
the tools available were powerful 
enough. We devised a special wrench, 
used with an air hammer, tightened up 
that steam check. 


The Navy bought screwdrivers for 
about six cents apiece, and they were 
not good enough for much of the 
work. By going back to Washington 
authorities, and patiently demonstrat- 
ing the economy of high quality, we 
succeeded in having specifications 
drawn for Plomb screwdrivers costing 
80 cents. | 


The next chapter in the story came 
in 1938, when we joined with other 
hand tool manufacturers in starting 
the first organization our industry had 
ever formed for the general good. 


For many years, it had been the cus- 
tom for hand tool manufacturers to 
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to help end it 


gs soon as we can 


® Over seven times os many Plomb tools 
will be made in 1942 os were manufac- 
tured in 1940. Even more are needed to 
protect our freedom. ® So take care 
of your tools... use them as they 
should be used... put them away 
safely. @ In thot way, we'll be working 
together to supply the men fighting for us 
with the weapons needed to win for us 
They can't have those guns and planes 
ond ships without fine hond tools, be- 
cause all mechanical production 
begins with hand tools. © That's why 
we're working the clock oround — and 
asking for your cooperation. Let's clean 
up on those bandits over there as fost 


os we con 
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replace any tool that proved defective. 
Originally, that was a selling help, but 
in time it became an abuse, because 
mechanics would often bring in a tool 
that had seen years of use, demanding 
a new one, or would even deliberately 
break up an old wrench or screw- 
driver to get a new one. A meeting 
of various hand tool manufacturers was 
held in Chicago, to see if this custom 
couldn’t be abolished, or modified. 
The chairman of our board, Dillon 
Stevens, represented us. It was the 


typical first get-together of competitors 
—too much caution and reserve. Re- 
sult: We didn’t modify the replace- 
ment policy. But we did form an as- 
sociation, the Service Tool Institute. 

Through the Institute, and Mr. 
Stevens’ visits to Air Corps headquar- 
ters at Wright Field, Ohio, we were 
able to show how important hand 
tools were to the defense program. 
Government cooperation saved much 
time for both the industry and the 
country in starting the wheels turning 


HEADQUARTERS 
FORT RILEY, KANSAS 


Memorandum For Soda Fountain Magazine 


Please send ‘‘Soda Fountain & Quick Food-Service’’ to 
Mrs. Margery Myers, Service Club, Camp Funston, Kansas 
and to Mrs. Bertha Brown, Service Club, Cavalry Replace- 
ment Center, Fort Riley, Kansas. 


These are the two fountains now in operation under this 
office. A third fountain will soon be opened in the Service 
Club, 4th Cavalry Brigade, Camp Funston, and | would 
appreciate a copy being sent for it. Foods will be sold at 
all fountains as they are operated as part of dining room- 


cafeterias. 


Cc. J. WILDER, 
Lieutenant Colonel, Cavalry, 
Morale & Recreation Officer 


Thousands of new fountain-luncheonettes for the boys in service 
have been put in operation during the past year. They are 
located in post exchanges, service clubs, on naval craft and in the 


clubs of the USO. 


As volume fountain operations they receive Soda Fountain & 
Quick Food-Service each and every month. Thus they join the 
group of fountain-lunch operators who sell more than a 


BILLION DOLLARS in beverages and foodstuffs each year. 


Only a publication devoted exclusively to the fountain field and 
directed to operators, regardless of the type of establishment, 
can do a 100% job in covering this profitable market. 


SODA FOUNTAIN & QUICK FOOD-SERVICE is so edited and 
directed. It has a record of more than 40 years of continuous 
service to the fountain-lunch trade. _ 


SODA FOUNTAIN & QUICK FOOD-SERVICE 


386 Fourth Avenue, New York, N. Y. 
333 No. Michigan Avenue, Chicago, III. 
15 East de la Guerra, Santa Barbara, Cal. 
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and gave us then the priorities that 
later became necessary. 

Our next step was a sub-contracting 
organization to increase production to 
meet the needs already foreshadowed 
in late 1940. We decided, because the 
engineering, supervision, accounting, 
finance, etc., on Government work 
were different from our own, that a 
separate corporation was mecessary- 
This is the Plomb Tools Contracting 
Co., with its own offices, and more 
than a dozen metal-working plants 
around Los Angeles, and San Fran- 
cisco, and one in Arizona. Some of 
these plants perform complete opera- 
tions; others do several, then pass the 
work along to another plant which 
finishes the tools. 

Among about 20 hand tool manu- 
facturers in the industry, we are the 
only national concern in the West, and 
before the war, had built up a national 
business on top quality. Situated a 
long way from the largest industrial 
centers, but in a tool-using region 
where highest quality has always been 
understood and cheerfully paid for, we 
brought fine steels from the East, 
where they are made, and turned them 
into fine tools. After supplying West- 
ern demands we shipped some of our 
product back East and sold it in com- 
petition with tool manufacturers right 
in the home of fine steels and big cus- 
tomers. We have always received bet- 
ter prices for our tools, from individ- 
ual mechanics as well as large tool 
buyers. 

The war sales picture that developed 
last year is new and complex. Thou- . 
sands of manufacturing plants diverted 
to war work. New war plants ap- 
peared in small towns, and began hir- 
ing metal-workers, who all wanted 
tools. They went to the local hard- 
ware stores. This situation was mag- 
nified and complicated in cities, but the 
effect was the same everywhere—thou- 
sands of mechanics came to the retailer 
to buy tools. 


No Hardware for Home Use 


It was necessary to prepare the re- 
tailer by spurring on the 2,600 job- 
bers to whom we sell, warning them 
not only to get ready, but to keep their 
eyes open for new war industries start- 
ing in their territory. 

Before long, priorities began to af- 
fect our sales operations. Shortages 
of steel, labor, transportation, compli- 
cated the manufacture of tools. Yet 
those that did come out of the plants 
had to be routed into the hands of 


; men who needed them for war work. 


The general public had to be elim- 
inated as a customer. 

If you go into a hardware store 
today, and ask for a fine wrench or 
screwdriver, | because you want one 


SALES MANAGEMENT 


around the house, you will be asked to 
sign a statement that you are engaged 
in work necessary for war, of main- 
tenance of essential equipment. If 
you are making aircraft, or shooting 
trouble for a telephone company, you 
can get the tool. Otherwise, you'd 
better see what you can buy at the 
five-and-ten. The dealer uses these 
signed statements in re-ordering. 

Our 1942 selling policy, and ad- 
vertising, were paresis to keep tools 
flowing by working on both ends of 
our distributive system. 

First, we increased advertising in 
publications read by mechanics—Fac- 
tory, Aero Digest, Motor Service, Do- 
mestic Engineering, Oil and Gas 
Journal. Mechanics are told about 
our increased war output, invited to 
send for our catalog, and urged to take 
care of their tools because they are as 
precious as bullets. 

We also increased our advertising 
in jobber publications, such as Jobber 
Topics and Mull Supplies. Jobbers 
are reminded that hand tools are re- 
stricted, that carrying sufficient stocks 
and promptly supplying war workers 
and maintenance mechanics is one way 
of helping fight the enemy, and that 
at the same time they can strengthen 
their own position as business men. 


Salesmen’s Duties Increase 


We are advertising regularly in 
Time, and occasionally in Fortune, to 
reach the general public. We have 
in preparation two motion pictures 
stressing the importance of hand tools, 
and their proper care. The films will be 
shown wherever they are wanted, as 
in large industrial organizations, and 
to gatherings of jobbers and retailers. 
After seeing one of these films, men 
who use or sell tools will have vivid 
ideas of the care needed in making 
them, and their value in times of 
scarcity and danger. 

Ordinary peacetime calls on jobbers 
are not enough these days. Each sales- 
man must be on the alert for new war 
industries developing in his territory, 
and not only help dealers anticipate 
demands, but ‘‘git thar fustest with the 
mostest,” by giving the jobber advance 
information of new war needs. 

New war plants are springing up 
everywhere, but they do not come into 
being overnight. Advance information 
is obtainable by careful reading of 
the War Production Board announce- 
ments from Washington; following 
successful bids on war contracts; fol- 
lowing up local sub-contracting activi- 
ties; checking the sales and leases of 
industrial property; keeping track of 
new orders given local war plants 
which probably mean an increase in 
their employes, and consequently a new 
demand for tools; knowing what utili- 
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ties, city departments and other main- 
tenance organizations are doing to pre- 
pare for civilian defense, utilize old 
equipment, and carry on generally. 

In impressing the Government with 
the importance of hand tcols at a 
time when they might have been over- 
looked, and in expanding our produc- 
tion ahead of the emergency ba 
we feel that we have exerted leader- 
ship. So far as we know, we were 
the largest oe Le of tools last year 
to the United States Air Corps. We 
have taken the major supply orders 


Day and Night 
Operation 


You will find upon in- 
vestigation that we ap- fi 
preciate Catalogue, Pub- ( 
lication and General 
Printing requirements 
and that our service 
meets all demands. We 
will be glad to help 
solve your printing and 
associated problems. 


SES 


HOUSE ORGANS 
PRICE LISTS 
FLYERS 
PROCEEDINGS 


CONVENTION 
DAILIES 


ALSO GENERAL 
PRINTING 


requiring the same equip- 
ment and facilities to 


Linotype, Monotype, Lud- 
low, Hand. 


PRESSWORE 


The usual and unusual, also 
Color presses. The largest 


largest and most eco- 
nomical. 


produce, 
TYPESETTING 
| 


He'p Win NATIONAL 
the War 


; & 


One of the largest, mest efficient and completely 
equipped printing plants ia the United States 


NATIONAL AND LOCAL 


Catalogue - Publication - General Printing 


ONE OR MORE COLORS 
ARTISTS @ ENGRAVERS e ELECTROTYPERS 


Make a Printing Connection with a Specialist and a Large and Reliable Printing House 


| Our SPECIALTIES Business Methods and Financial | Use NEW TYPE for | 
os —= Standing the Highest ~~ CATALOGUES = 
CATALOGUES (Inqui f D Bradst . Ine, ’ 
ther (Credit: Agencies and Firsi Naclodal ADVERTISEMENTS 
PUBLICATIONS Bank, Chicago, Illinois.) AND GENERAL 
BOOKLETS ——_——_——s———— PRINTING 


Proper Quality 
Because of up-to-date equip- 
ment and best workmen. 


Quick Delivery by customers for future 


Because of Automatic machin- 
ery and Day and Night service. 


Right Price 
Because of superior facilities 
and efficient management. 


Satisfied Customers 


Our large and growing business is 5 
because of satisfied customers, be- ators. We have the stand- 
cause of repeat orders. 
always pleased to give the names 
of a dozen or more of our cus- 
tomers to persons or firms contem- 


under any obligation whatever. usual folding, gathering, 


: : soni of up-to-date presses—thie 
and most economical. plating placing printing orders RUEL andl enmaual: ates 
with us. Don’t you owe it to your- 
| BINDING : h color presses and our 
The usual and unusual, also sel se Pa out what we can do pressmen and feeders are 
machine gathering, ma- or you the best. 
chine Sever ce auenine Consulting with us about your BINDING AND 
yavedal Y Pn wlieelnere: printing problems and asking for MAILING SERVICE 
| Sewing Machines, The estimates does not place you With our up-to-date un- 
| 


Let Us Estimate on Your Next chines, the facilities of 


MAILING be our binding and mailing 

If desired, we mall your Printing—The LARGE and the departments are so large 

| printed matter direct from SMALLER ORDERS that we deliver to the post 

| Chicago—the central dis- fs FS oflice or customers as fast 
tributing point. (We are strong on our Specialties) as the presses print. 


x Printing Products Corporation , 
PRINTERS 


ONE OR MORE COLORS 
Telephone WABASH 3380 — Local and Long Distance 


Polk and La Salle Streets e Chicago, Illinois 


from the War Department at the prices 
offered, without counter-offers from 
ourselves, and without agents or 
brokers. 

This ts our spirit, and in letting our 
distributors and mechanic customers 
know about it, through advertising 
and salesmanship, we feel that we are 
not boasting, but helping build the 
spirit necessary to win this war. 

For the long view, we are stressing 
the high quality of Plomb tools, and 
the company as a new leader out of 
the West. 


Printing and Adver- 
tising Advisers 

We advise in determining 
methods for economical 
production. If you want 
)} copy and illustrations pre- 
/] pared for one issue of 
y printing or an advertising 
campaign planned we as- 
sist in securing catalogue 
compilers, advertising 
writers, artists, designers, 
illustrators, proper agency 
service, counselors or any 
other assistance requested. 


We have a large battery 
of type casting machines 
and with our system—hav- 
ing our own type foun- 
dry—we use the type once 
only, unless ordered held 


editions. We have all 
standard faces and _ spe- 
cial type faces will be fur- 
nished if desired. 
CLEAN LINOTYPE 
AND MONOTYPE 
FACES 
We have a large number 
of Linotype and Monotype 
machines and they are in 
the hands of expert oper- 


ard faces and special type 
faces furnished if desired. 
GOOD PRESSWORK 


We have a large number 


We are 


stitching and covering Ina- 


LOCAL Buy U.S. 


Bonds 
* 


~— 
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